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PROFIT FROM SPECIAL EVENTS 


SELECTING DELIVERY AREAS 


Arc you capitalizing on those times when consumers are 
highly motivated to utilize delivery and takeout orders? I 
was recently scanning some statistics from the meal 
delivery service I was involved in several years ago and 
reminded o r the first time we promoted a special event. 
The "Oscars" were coming up and we promoted it in 
several ways, which will be explained in detail below. 
Our average Monday was about 40 deliveries and with the 
promotional activity, we did 86 deliveries. Our theme was 
"Dining with the Stars". A Valentine's Day promotion 
boosted the average from 70 to 104 and a New Year's Eve 
from 70 to 1 16. These figures arc only to indicate that the 
market is there for you to tap. Your increases will depend 
solely on the amount of activity you generate to motivate 
the consumer. 

The first thing you should do is to research, plan, budget 
and organize the types of promotional activity, with an eye 
to increasing your business during these special times. 

Listed below arc some times that lend themselves to 
promotion. Do not overlook local events that also can be 
used in your "overall program. For example, we noted a 
Christmas Boat Parade in our area that tied up local traffic 
for a couple of nights and encouraged our customers to 
avoid the congestion and order in. 


New Year's Eve 
New Year's Day 
Super Bowl Sunday 
Valentine's Day 


Oscar Night 
NCAA Basketball 
Cinco dc Mayo 
Mother's Day 


A phone call to your newspaper, television station or 
library should produce the days and times of the events that 
you arc not sure of. 

Next, plan and budget the kinds of activity you expect to do 
for each event and estimate the costs. 

1) MENU BOOK/BROCHURE - As you plan the 
printing dates for upcoming menu book/brochure, place an 
announcement of these special events with their dates and 
any specials you might be offering from certain restaurants. 
Also encourage customers to order in advance to lock in 
specific delivery times. The more advance orders you can 

continued on page four .... 


There are a number of categories to probe as you select new 
delivery areas or plan to modify and/or expand existing 

ones. 

I) CUSTOMER DEMOGRAPHICS . 
I) DENSITY OF POPULATION. 

3) RESTAURANT DISTANCE TABLE. 

4) GOOD TRAFFIC MOVEMENT. 

5) CONCENTRATION OF BUSINESSES . 

6) HOTELS, MOTELS AND RESIDENCE INNS. 

7) COLLEGES AND UNIVERSITIES. 

8) COMPETITIVE DELIVERY OPERATIONS. 

CUSTOMER DEMOGRAPHICS - The area you select 
initially should consist of at least 25,000 households with a 
preponderance of middle and upper income families. 

continued on page three..,. 




Premier 


. . . upscale at any setting 


Solid Black Microwaveable/Ovcnable Trays 

New Kbnny Premier trays from Prcsswaro Intnrnntionnl 
provide an elegant look for take-nut foods. 

Made primarily from paperbourd. a renewable 
rnsource. Ebony Premier trays can be conveniently 
used in either microwave or conventional ovens at 
temperatures up to 400° F |204°C) for HO minutes. 

PRESSWARE INTERNATIONAL 

2120 Westbell Drive • RO. Box 28147 

Columbus. OH 13228-0147 • Phone: 614.771-5400. 
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Publisher's Corner 

GIFT CERTIFICATES 

I wonder how many of you realize just how profitable gift 
certificates can be to your bottom line. I asked a couple of 
services to do a study of the number of certificates they 
issued and then check to see how many were redeemed 
aftcra nine month period. My experience had been that 
almost half of them were never used and I wanted to see if 
that was unusual or the norm. It turns out that the figures 
held true. 

For example, if you were to sell $5000. worth of gift certif- 
icates in a year's time and only $3000 of them were used, 
you don't have to be a rocket scientist to figure out your ' 
profit picture on the balance. 


...almost 50% of gift certificates are not 
redeemed after a nine month period.... 


Therefore, you should be making every effort to promote 
the concept of gift certificates. Work with real estate 
firms who could give a $50 (or more) gift certificate to each 
home buyer so they could have dinner delivered on moving 
^lay or soon thereafter. Contact property managers, who 
upon leasing an office or an apartment, would give gift ' 
certificates to new tenants. They would also be ideal as 
incentives for employees for a job well done, or as a 
birthday, anniversary or Christmas gift. Since you have 
room to offer them a discount for multiple purchases 
knowing in advance that a certain percentage of them will 
never be redeemed, you might offer them one free with 
each 10 certificates or a 10% discount once they boucht a 
certain dollar amount ($250. or $500.) 

f recall the case of a doctor who wanted to thank another 
doctor for a number of refeirais and gave him a $500 gift 
certificate as a Christmas present. Wouldn't it be nice to 
tap into something like that? Perhaps a mailing to a 
hundred doctors or so could produce some heftv eift 
certificates. 76 

You should also be publicizing these certificates in every 
mem, book/brochure, flyer, etc. Consider a one line "plug" 
of Gift Certificates Available" on every menu in your 
menu book if you have the space. When not using your 
answering machine message for other promotions, use it to 
promote the concept of gift certificates. 

If, with all, or at least some, of the aforementioned 
promotional activity, you can generate $5-10,000 worth of 
gift certificates every year, it can significantly increase 
your bottom line profit picture. 


NEW APPLICATIONS FOR CABLE TV 

If you haven't already noticed, Cable Television is in the 
throes of a technological revolution. A firm in Reston VA, 
TV Answer, plans to test interactive TV technology next 
year in New York, Chicago, Los Angeles, Philadelphia, 
Boston, San Francisco, Washington, DC, Dallas and 
Houston. By pushing buttons on a remote control panel, 
subscribing customers will be able to bring up screen 
menus and order from a variety of retailers including 
Domino's Pizza. The TV Answer box transmits the order 
instantaneously over the local cellular phone system and it 
is printed out at the nearest Domino's store. 

...new technology will possibly cut 
advertising & direct mail costs.... 

Two other industry giants, Tele-Communications, Inc., and 
Comcast Corporation are planning a joint venture which 
would provide subscribers with more than 500 channels by 
1994. The "digital compression" technology will allow 
viewers to choose from a vast number of specialized 
channels for a multitude of services. 

Although still in its infancy, think what this could mean for 
delivery operations, whether a single restaurant or a third 
party delivery service! Once your area is saturated with 
this capability, the consumer could bring up restaurant 
menus on his television screen and allow him to order 
meals from your restaurants directly from his TV!! Making \ 
your restaurant menus available to the consumer is proba-i* 
bly the most complex and costly factor in the delivery fleldV 
today. Once in place, this will possibly cut your costs for 
advertising and direct mail. Although it is too early to tell ' i 
what the cost of these services will be, it certainly bears * 
looking into as the technology arrives in your area. 



1976' 


Reach 2,500 Homes 
for as little as 9 e each! 

WITH 


REFRIGERATOR MAGNETS 
SOLD NATIONWIDE 


FACTORY DIRECT 

YOUR ART WORK OR 
BUSINESS CARD LOGO 

NO SET UP CHARGE 
NQ SCREEN CHARGE 
2.500 lor $225.°° 



ACTUAL SIZE tX2 INCH 

602 586-7707 
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and a good number of 2 wage earners 
in each household. As a genera] rule, 
the group should be made up of 
college-educated professionals, 
managers and white and blue collar 
working people. Age is usually not a 
factor since retirement communities 
can, in many cases, generate a sub- 
stantial number of deliveries. 

DENSITY OF POPULATION - A 
well balanced blend of single family 
dwellings, condominiums and apart- 
ment complexes should be accessible 
within a 5-8 mile radius of the 
restaurants), unless you are in a total 
urban area. Most of your customers 
should be in the 0-5 mile range. 

RESTAURANT DISTANCE TABLE 
If you are a multiple third-parly res- 
taurant service, more than likely your 
members are situated in various 
locations throughout your delivery 
area. Establish a distance table for 
each restaurant and stay within those 
parameters. Customers from outside 
their delivery area always seem to 
want food from restaurants that are too 
far for practical and prompt delivery! 
If it takes a driver 20 minutes or more 
to deliver an order, the problems are 
threefold. First, the complete lime 
cycle for a delivery of this magnitude 
can take almost one hour and disturbs 
the normal dispatch routine on a given 
evening. Secondly, you take the 
chance that the food will not maintain 
its proper temperature. Lastly, if there 
are any problems with the order or 
items omitted, it could mean another 
hour of driving time to correct the 
problem. Except in unusual cases, I 
advise you to stay within the distances 
you have established. 

GOOD TRAFFIC MOVEMENT - 
Utilize local maps and existing 
knowledge of your delivery area to 
make sure that all areas you choose for 
delivery are easily accessible. Occa- 
sionally, you will come across certain 
housing developments that are 
difficult to reach because of Jong, 

continued next column... 


steep, winding and/or narrow roads 
which translates into extensive and 
time consuming deliveries. You 
should try and eliminate these areas 
from your delivery zones if possible. 

...delivery area should consist of at 
least 25,000 households... and a well 
balanced blend of dwellings within 
5-8 miles of your restaurants... 

CONCENTRATION OF BUSINESS 
Certainly, if you are planning lunch 
delivery, you should have several 
business areas that include office 
buildings, business parks and plants 
nearby. Due to the short time span for 
lunch (11:30 - 1:30), most of these 
should be within 1-2 miles of your 
restaurants. This allows drivers to 
make the maximum number of 
deliveries during that time. 

HOTELS, MOTELS - All efforts 
should be made to include hotels, 
motels and residence inns that have 
limited or no restaurant facilities on 
the premises. Most delivery opera- 
tions have found these areas to be 
significant profit points both for them 
and their restaurants. 

COLLEGES AND UNIVERSITIES - 
These, also, can be sources of revenue 
for delivery. Flyers on bulletin boards 
around the campus and in retail stores 
near off-campus housing as well as 
inexpensive ads in school newspapers 
can help promote your service to this 
market. 

COMPETITIVE DELIVERY - If 
there are other delivery operations in 
your geographical area, determine the 
zones to which they deliver and try not 
to overlap too much. 

As you can see, defining the proper 
delivery zones and utilizing the most 
effective components that exist in your 
target area can help you immeasurably 
in combining the right mix of demo- 
graphics, distances, as well as busi- 
nesses, motels and schools. 


AUTOSOX USA 
As a buyer of products, I have always 
been interested in the companies with 
whom I do business. With that in 
mind, I will be discussing the origins 
and histories of ur advertisers, some 
of whom have beneficial insights in 
the delivery business. Six years ago, 
Tracy (35) and Sam Cassel (37), 
invented the first lighted delivery sign 
that attaches to a vehicle simply by 
rolling up the window. 
At the time, the only signs available 
suctioned and then fastened to the 
vehicle roof with straps and gutter 
hooks. Road vibration, installation, 
and removal often left scratches on the 
vehicle. With these driver complaints 
in mind, they developed and continu- 
ally fine tune their product line to 
meet the changing needs of an 
emerging industry. 
In 1986, Tracy was co-owner of a 
gourmet sandwich shop that special- 
ized in delivery. He found it was 
getting impossible to get drivers to use 
the roof top strap on signs. 
He then teamed up with his brother 
and an engineer to develop the first 
easy window mount auto sign. 
Today, AUTOSOX, USA manufacture 
a complete line of window mount 
signs for every type of vehicle. 

Contact: AUTOSOX, USA So J09 Washing- 
ton, Spokane, WA 99204 1-800-729-7769 
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CALL TOLL -FREE 1-800-552-9588 

TO REACH YOUR 
HOME DELIVERY EQUIPMENT 
SUPPLY HEADQUARTERS 

INSULATED DELIVERY BAGS IN ASSORTED SIZES 
HOT BOXES BEVERAGE CARRIERS 
CHEF UNIFORMS CAR TOP SIGNS 


WATER AND SUP RESISTANT DELIVERY SHOES 

CALL NOW 
FOR LOW WHOLESALE PRICES 



4660 BELAIR ROAD. BALTIMORE MO 21206 
BALTIMORE (410) 483-1900. . 1 -800-552-95BB 
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line up makes it easier to schedule Ihe 
optimum number of operators and 
drivers. If you have space, plave the 
announcement on several pages 
throughout the piece you are printing. 

...plan and budget the activity you 
expect to do for each event and 
estimate the costs... 


2) TELEPHONE - Ten or more 
days prior to each event, type up an 
announcement you want the operators 
to use every time they answer the 
phone. For example, "Good evening, 
Waiters To Oo,we aie now laldng 
orders for New Year's Eve, in case 
you are planning an evening at home 
on that day. How may I help you?" 
Tape the announcement to the opera- 
tor's phone or computer to insure its 


use. Also, do spot checks to make 
sure they are using it correctly. I also 
suggest you put a similar announce-- 
ment on your answering machine to 
advise customers who call when you 
are not in the office. 

3) TELEMARKETING - How 
often are your operators sitting at their 
desks waiting for the phone to ring? 
Prepare a list of your best customers 
and each night assign the operators a 
given number of names and phone 
numbers for them to call. Type up 
exactly what you want them to say in 
order to give them an opportunity to 
order early. Offer them preferential 
times as good customers. Also, if you 
have a list of customers who ordered 
on that day the year before, have the 
operators call them as well. If each 
operator called 5-10 customers every 


r 


DELIVERY 

HOT BAGS 

$15 and $18 
Unlimited Quantities 
Sizes to Fit 
14M6M8--20" Pizza boxes 

CATERING BAGS 
All Sizes 

DOORHANGERS 
5,000 Pieces $99" 
(plus freight and art) 


DRINK CARRIERS 

Fairway Diversified 
j_ _ £-800-288-8062 

night for two weeksprior to an event, 
you might be surprised how many 
orders you could generate in advance. 
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Get the Ultimate Bt biness Tool 



I 


that^vujL $ave vou 

Waiters on VVfiflls Int., a leacSRih inf MulKrestaurant delivery business, 
is now offerer* tested, custom^ network compatible software to 
run your busings, for jult^|0Vi^ software vou will be able to: 

v • Take more orders with less staff 

• • Eliminate mist|kes on pick-ups 

• Produce restaurant sales reports 

• Eliminate me |ccouri|ing nightmare 

• And much more^. • ' 
We spent 5 years developing arid testing our software in our delivery 
business, so they are error-free and easy to use. 

We will install die software & hardware on your system and support you 
until you are totally satisfied. ; ? : F • 

For more information or toast up an appointment to test our system call 


1-800-343-9433 
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4) FLYERS - Depending on your 
budget, you might consider a flyer , 5 
1/2X8 1*2" should be sufficient, for 
doorknobbing or a marriage-mail of 
some kind. At the least, you should 
have some printed up for the restau- 
rants to hand out, for your hotel/motel 
clients, and for distribution in local 
retail stores in the vicinity of your 
restaurants. Also, your drivers should 
always have an ample supply to drop 
off as they make deliveries. 

5) MINI-MENUS - Individual 
mini-menus for take-out and/or 
delivery can also be used to alert 
customers to upcoming special events. 
In many cases, your restaurants will 
have their own mini-menus that they 
distribute to their customers for take- 
out. Perhaps you could work with 
them on designing it so that your 


company name, logo, phone number 
along with a short list of events could 
be included. 


...drivers should always 
have an ample supply of 
promotional flyers to drop 
off on deliveries.... 


6) ADVERTISING - You all have 
your own channels of advertising other 
than your menu book/brochure and 
should try to fit the special events into 
them as best you can. One service 
utilizes the bulletin board on a local 
cable TV station during the evening 
hours at a very low cost announcing 
availability of delivery from local 


restaurants as well as listing upcoming 
events that lend themselves to home 
delivery. 

If you are in a metropolitan area where 
there are several other meal delivery 
operations that do not overlap, you 
might give some thought to organizing 
a cooperative ad in the newspaper's 
dining section. Each service's name 
and phone number could be listed as 
well as the restaurants they service. 
I would love to hear some success 
stories! 


QUOTE OF NOTE 

The President of KFC recently said: 
"The only way we will grow as an 
industry is to share information and 
ideas. 11 That certainly applies to the 
emerging delivery market. 


THE PEOPLE WHO BROUGHT YOU THE ORIGINAL ALL PLASTIC CAR TOP SIGN ARE NOW VERY PROUO TO OFFER 
YOU THE ULTIMATE CAR SIGN SYSTEM "THE EASY RIDER" WINDOW MOUNTED SERIES. AVAILABLE IN A TWO R 
THREE SIDED VERSION, TOTALLY REDESIGNED FOR THE 1902 MODEL YEAR. ALL BACKED BUY OUR TWO YEAR & 
ONE DAY UNLIMITED MILEAGE GUARANTEE!* BY THE NUMBER ONE SELLING VEHICLE IDENTIFICATION SYSTEM IN 
THE WORLD THE "EASY RIDERS\........ACT NOW BEFORE YOUR COMPETITION DOES. 

ACCEPT NO SUBSTITUTES. 
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Maybe it's time you take a close 
look. AH maiKijicrs ha\c iheir own style. But 
there arc some skills thai all managers need to 
acquire— no mailer w hai their style— the skills 
that strenethen their ;ihilii\ m m;niaee people. 


What's Your Management Style? 

So go ahead, take another look. 

You lion 'l have to worry about what you 
might see. We'll help you tiMhc profile oi ;i 
model manager. Get started loda\ hv calling 
1.800-765.2122. 


Our live new videos combine clnimmixatiom. 
narratives and interviews with actual operators 
lo create the most informative human resource 
iraimni! available lor toodscrvicc managers 


The Manauiou Human Resources program 
Irom The fidueaiional Inundation ul the 
National Rest am ant Association covers the 
topics that are necessary lor running a 
successful operation and keeping employees 
productive and con I idem. 


And a series of 12 skillbooks completes the 
learning package. L\e them to supplement 
v ideo training, or on their ow n as solid, skill- 
building resources. 

Enhancing your human resource skills w ill 
positively impact your operation, employees 
and ultimately— your customers. 


THE EDUCATIONAL FOUNDATION . 
250 South vvnefcer Oiive. Suite 1400 
Chicago. Illinois hOoOft 
JI2-7I5IOIO 


whole or in pul is prtlbtodVttS S££2 S£ TJ* 1993 by MtU UA ' Action in 

, . PUMMher. All imteml is from reliable sources, but no warranty is made regard ing accuracy 

%g^ THE CHOICE of 

DELIVERY PROFESSIONALS" 



U-S*A * INCORPORATED 

Dear Customer. 

More delivery professionals choose 
window mounted auto signs from 
AUTOSOX USA ... The reason is 
simple. 

You get superior quality at the lowest 
industry prices . . 

Plus an unbeatable GUARANTEE! 

We invented window mounted auto 
sign advertising to help make delivery 
easier and more profitable for you. 
Call today for a FREE DELIVERY 
KIT at 1-800-729-7769. Thank you 
for choosing AUTOSOX USA. 

Sincerely. 
Tracy Cassel 

t*rosuh>nt 



#1 SELLER 

AUTOARROW 


• LARGEST SELECTION 
EXCELLENT QUALITY 


• LOWEST COST 

• EASY TO USE 



BEST DESIGN 

AUTOANGLE 


U-S-A ♦ INCORPORATED 

S. 209 Washington 
Spokane, WA 99204 

___ FAX 509 747-0170 

★ ★ SEE US AT THE NPPA PIZZA SHOW JANUARY 13-1 4~ 1993 IN LAS VEGAS, NV ★ * 


NEW 

ULTRALIGHT 


• Lights up at night 

• 360° visibility 

• Lightweight, only 16 oz. 

•Simply suctions to the 
inside window 

• No theft, great for 
campus delivers' 

• Under $40 


THE ORIGINAL 

AUTOSOX 


1-800-729-7769 
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